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Our Expertise
As the official publication of the Safe & Vault Technicians Association (SAVTA), Safe
& Vault Technology magazine offers market-leading information and unprecedented
access to key leaders and decision-makers in the security and locksmith industry.
Safe & Vault Technology is a safe bet for helping you reach your audience, promote
your message and build your brand. Learn more about how we can help you meet
your business goals.

Editorial Focus
Our award-winning publication provides diverse content in every issue, covering
topics such as:

•
•
•
•
•
•

Safe and vault servicing, opening and repair
Product reviews and comparisons
Industry news
Business and sales tips
Restoration of antique safes
ATM units, time locks and electronic locks

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Audience
2,000+
SAVTA members

64 pages of

informative content each issue

ONE: Safe & Vault Technology is the only trade publication dedicated
exclusively to the needs of today’s safe and vault technicians.

Safe & Vault
Technology.
A Safe Bet.

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Digital Audience

60% of our readers find emails
featuring product information to be
somewhat or extremely valuable

7,000

monthly users
(ALOA/SAVTA websites)

90%
48%of readers find the
digital editions valuable

U.S.-based readership

255,400

page views yearly, and growing
(ALOA/SAVTA websites)

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Editorial Calendar
Safe & Vault Technology is the go-to source for safe technicians seeking hard-hitting
technical information. Our readers save their back issues of the magazine for years
to use as a technical reference in the field and on the job, giving your advertising
message longer exposure.

January/February
Closing Date: November 9, 2018
Materials Due: November 16, 2018

July/August
Closing Date: May 10, 2019
Materials Due: May 17, 2019
Bonus distribution at the ALOA Convention!

March/April
Closing Date: January 11, 2019
Materials Due: January 18, 2019
Bonus distribution at the SAFETECH (SAVTA)
Convention!

May/June
Closing Date: March 8, 2019
Materials Due: March 15, 2019

September/October
Closing Date: July 12, 2019
Materials Due: July 19, 2019

November/December
Closing Date: September 13, 2019
Materials Due: September 20, 2019

Safe & Vault Technology.
Safeguarding Your Success.

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Key Dates
Month

Closing Date

Materials Due

January/February

November 9, 2018

November 16, 2018

2019 SAFETECH Pre-Show Brochure

November 16, 2018

November 23, 2018

March/April

January 11, 2019

January 18, 2019

May/June

March 8, 2019

March 15, 2019

July/August

May 10, 2019

May 17, 2019

September/October

July 12, 2019

July 19, 2019

November/December

September 13, 2019

September 20, 2019

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Print Options
The Authoritative Voice of Safe and Vault Professionals
As the official publication of SAVTA, an international association representing the safe
and vault industry, Safe & Vault Technology provides a multitude of opportunities to reach
this targeted segment. From belly bands and cover callouts to standard print ads and
inserts, we have it all covered.
ADVERTORIAL
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Dealing With a Dangling Relocker

A run-of-the-mill NCR opening quickly turns into drilling
drudgery.
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A special eight-page recap of the Safe and Vault
Technicians Convention and Tradeshow 2015.

The Chubb Station Lockout

An extremely small space makes opening a railway
safe “challenging” (read: a real pain!).
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The Wannabe Safecracker

12 Holes and Two Days

Tann safe with tricky boltwork becomes a timedemanding head-scratcher.

The Case of the Cracked Spring

A ‘side-changing’ lever spring makes drilling a Mutual TL15 an adventure.

Through the Double Doors

A Johnson Pacific drop safe features two locks requiring
very different treatment.
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A customer’s DIY attempts make a Liberty gun safe job
much more complicated.

20

SAFETECH: From the Floor

Greg Perry, CML, CPS, gives his first-hand account of this
year’s event.

The AFB configuration includes an adjustable focus
Hawkeye, mirror tube, mirror tube protective sleeve
for S & V, light source, batteries and cleaning kit in
a box with die-cut foam.

The Italian Safe Job

Opening an antique key lock safe with secret levers
proves quite a puzzle.
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integrators, and other professionals experienced in areas like door hardware
installation and access control technology. Tom, a former locksmith who’s now
a Technical Sales Rep at Security Lock
Distributors, explains, “Because of our
experience in the field, we can visualize
what our customers are doing and know
which products they need to help complete their job”
As an example of the kind of useful
knowledge sales reps can offer, Tom
mentions the confusion that can happen with electric strike installation. Frequently used with intercoms, an electric strike must be compatible with the
lock that needs to be released. “Since the
locks often aren’t installed by the same
locksmith, we have to first help the customer figure out what kind of lock they
have. That can take a lot of time, but it’s
worth it, because then we can tell them
exactly what kind of strike they need,”
he says.
Tom has also relied on his experience
to help customers solve issues with exit
devices, which are made specifically for
either hollow metal and wood doors or
narrow-stile doors. “We ask them to send
pictures so we can understand exactly
what we’re working with.” says Tom,
“That way we can be sure that we’re helping them choose the right product.”

Experienced locksmiths
putting their
knowledge to work
One reason that great sales reps can offer such valuable, hands-on help is that
many of them have years of experience
doing your exact job. At Security Lock
Distributors, the technical sales team is
comprised of former locksmiths, systems

KEYNOTES JULY / AUGUST 2015
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Standard print ads: ¼,L, ½, M and full
pages and the Products & Services Guide
LL_elite_ad_FIN.pdf

hen you’re trying
to source the right
door security hardware, there’s no substitute for a knowledgeable, highly trained technical sales
rep. A great sales rep will understand
your business, draw on their own field
experience to help solve problems, and
go the extra mile for you.
That’s what Harry, a locksmith, recently discovered. While placing a small order for key blanks with Security Lock
Distributors, a large wholesale distributor of door security hardware, he was
amazed at the level of attention he received. A technical sales rep at Security
Lock Distributors quickly provided the
quote he needed, and readily answered
all of his questions. Harry had initially
apologized for the size of his order, but
the rep assured him that no request was
ever too small.
“Many tech support reps have given
me wrong or outdated part information
because they don’t give these small orders
their full attention,” says Harry, “But the
Security Lock Distributors rep always
navigates the occasional messes and gives
me the correct information for ordering
and shipping.”
As Harry discovered, the best sales
reps aren’t just waiting around to sell you
products and process your order. They’re
ready and willing to work hard to help determine your business needs and deliver
the right solution.

Talk to a voice you can trust
When issues like the ones Tom describes
arise, it can be helpful and comforting to
talk to someone who can not only relate
to your situation, but also offer solutions.
“Our customers like having a familiar
voice to talk to. We get a feel for their
approach to problems and can anticipate
what they need.”
And as far as the kind of product information a good sales rep can offer…well,
that can range from traditional mechanical hardware to the very latest high-tech
systems.

a technical sales team that’s renowned
throughout the industry for their high
level of expertise and service. With over
700 years of experience between them
and access to a huge inventory, the Technical Sales Representatives at Security
Lock Distributors are helping locksmiths
throughout the country succeed at their
business, every day.

Ready to help you with
new technology
It used to be that locksmiths only worked
with mechanical hardware. Now, many
are encountering more high tech products
and systems. And that’s another example
where a good technical sales rep can be an
invaluable asset. Many have experience
in systems integration or have factory
certification in access control technology.
They can help you understand the newest
electronic devices, their capabilities, and
installation requirements.
Customers depend on technical sales
reps for deep knowledge in all areas of
door security hardware to help them get
their jobs done right. That’s why Security Lock Distributors has invested in
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What’s New

NEWS

THERE’S NO
GOOD TIME FOR
A STUCK LOCK.

JOIN
THE
ELITE.

C

Introducing 3‑IN‑ONE® Lock Dry
Lube. Its clear, fast‑drying formula
penetrates and loosens locks, so
you’ll never have to worry about
getting hung out to dry.

Home | Car | Toolbox
Cabinet | Marine | Padlock

M

Learn more at www.3inone.com

© 2015 WD-40 Company

Y
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YOU’RE ONE OF AMERICA’S TOP LOCKSMITHS. STAY ON THE CUTTING-EDGE
AND BUILD YOUR BUSINESS WITH EXCLUSIVE BENEFITS FROM STANLEY
SECURITY’S ELITE PARTNERSHIP.

CY

CMY

K

Boost Profitability

Sharpen Your Skills

As an ELITE Partnership Program member:

Take free courses from STANLEY covering the
latest knowledge in master keying, configuration, installation, and more. Credentials from
our trusted brands increase your skills and
marketability.

• Double your Lock-In Rewards on BEST,
PRECISION, and STANLEY Commercial Hardware
purchases. Exchange your points for tools, gift
cards, travel, and more.
• Take advantage of discount pricing,
members-only specials, and additional rebates
up to 20% of order totals.

3IO Lock Lube BellyBand

17.25" x 3"
First visible is width of page: 8.375"

19" x 3"

na

na

19.25" x 3.25" cmyk

na
100%

r0
100%

Extend Your Reach
Expand your customer base with branded
marketing campaigns, cover travel expenses to
conferences and training, or offset membership
fees for professional organizations with business
development funds earned on every purchase.

© 2014 Stanley Security Solutions, Inc.

• Get valuable merchandise samples and
marketing materials to educate your sales team
and customer base.

3/20/15 WD-15-55

STANLEY Security’s ELITE Partnership Program unites the nation’s top security brands
W Wits
W.most
ALOArespected
.ORG
with
locksmiths. Join the ELITE today at www.STANLEYsecurity.com.
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Belly bands

9

stanleysecurity.com | 1-855-365-2407

Back cover, inside front cover and
inside back cover options

The ELITE Partnership Program

5

%

Come
Come see
see us
us at
at

BOOTH
BOOTH #831
#831

The ELITE Partnership Program offers valuable rebates, professional
training, and free business development funds to a select group of
America’s finest locksmiths. Take advantage of these benefits whenever
you purchase BEST, PRECISION, and STANLEY Commercial Hardware
products from a participating distributor.
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EXCEPTIONAL LOCKSMITHS, INSTALLERS, AND TECHNICIANS EXCLUSIVE PARTNERSHIP PROGRAM

STANLEY Security’s ELITE Partnership Program recognizes and rewards the expertise and
contributions of the country’s top locksmiths. With membership extended only to a select
few, the ELITE Partnership Program offers valuable benefits for you and your business.

stanleysecurity.com | 1-855-365-2407
© 2015 Stanley Security Solutions, Inc.
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ELITE PARTNERSHIP PROGRAM
STANLEY Security is a leading provider of security products that can make
people, places and assets more secure and productive. With leading brands
such as BEST, PRECISION, Sargent & Greenleaf, STANLEY, Pacom, Sonitrol, and
Eyelock, the portfolio includes: mechanical and electronic locks, cores and
keying systems, door closers, exit devices, architectural hardware, automatic
door and entrance solutions, safe and vault locks, iris biometric identity
authentication, intrusion and access control, and fully integrated access
control software systems.
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Two-page spreads

Polybagged inserts: brochures,
flyers, catalogs, CDs

2019 SAFETECH Convention
Pre-Show Brochure

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Digital Options

SAVTA website ads

Email blasts to SAVTA members

Safe & Vault
Technology.
A Safe Bet.

YOUR AD
HERE

SAVTA TechLink app sponsorships

Digital-edition blow-in ads and
video add-ons

As the security industry becomes increasingly technology-focused, so do we. With
more digital options than ever, the Safe & Vault Technology family has an option - or
three - to meet your needs.

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Rates
Standard Positions

1x

3x

6x

Full Page

$795

$716

$676

2/3-Page

$612

$550

$520

1/2-Page Island

$550

$495

$468

1/2-Page Horizontal

$515

$464

$438

1/2-Page Vertical

$515

$464

$438

1/3-Page Vertical

$420

$378

$357

Marketplace

$300

$270

$255

Products & Services Guide

$150

$140

$125

Premium Positions

1x

3x

6x

Back Cover

$1,150

$1,035

$978

Inside Front Cover

$950

$855

$808

Inside Back Cover

$950

$855

$808

2-Page Spread

$1,495

$1,346

$1,271

Your ad will appear in the Safe & Vault Technology PDF version at no additional charge.

Additional Opportunities
2019 SAFETECH

A full-page ad in the convention brochure mailed to

Convention Pre-

all SAVTA members plus thousands of other industry

Show Brochure

professionals for bonus circulation

Advertorial

A one-page article about your company (text supplied

$995

$875

by you)
A one-page article about your company (text written

$1,175

by us)
A two-page article about your company (text supplied

$1,750

by you)
A two-page article about your company (text written

$2,350

by us)
Polybagged Insert

Send your flyers, catalogs, CDs, postcards, literature

Call for pricing

sheets and other materials to readers (loose in the
magazine’s polybag, or bound into the magazine)
Belly Band

A high-visibility ad that wraps the entire magazine

$2,500

Non-ALOA members: Add 15% to advertising rates.
For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827
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Digital Rates
ALOA/
SAVTA
Websites

A six-month home-page ad (rotating)

month
A year-long home-page ad (rotating)

$100 per
month

Your print ad already appears in the Safe & Vault Technology

Digital Edition
Ads

$200 per

Call for pricing

digital edition and PDF version absolutely free; we also offer
Web-only exposure via digital blow-in ads, belly bands,
welcome-page videos and navigation bar sponsorship

TechLink App
Sponsorships
Email blast

Your ad in the SAVTA TechLink mobile web app for

Call for pricing

SAVTA members.
An advertisement or special offer sent to the SAVTA

$1,495

membership (HTML file provided by you)

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827

2019 MEDIA KIT
& ADVERTISING
RATES

Specs
Size

Live Area

Trim Size

Bleed Size

Full Page

7.125 x 9.625

8.375 x 10.875

8.625 x 11.125

2/3-Page

4.625 x 8.875

1/2-Page Horizontal

7.125 x 4.5

1/2-Page Vertical

3.438 x 8.875

1/2-Page Island

4.625 x 6.5

1/3-Page Vertical

2.25 x 8.875

1/4-Page Vertical

3.438 x 4.5

Marketplace

3.438 x 4.063

Products & Services Guide

2.125 x 2.75

Advertorial

Call for information

Belly Band

17.25 x 3

SAVTA Website

206 x 133

TechLink App Sponsorship Logo

125 pixels height, up to 380 pixels width

Email Blast to SAVTA Members

Provide an HTML file at least a week before the distribution date.

19 x 3

Full Page

2/3-Page

1/2-Page Horizontal

1/2-Page Vertical

1/2-Page Island

1/3-Page Vertical

1/4-Page Vertical

Marketplace

19.25 x 3.25

Upload Instructions
We do not accept ads via email. Send all insertion orders to your sales
representative.
Ads are uploaded as PDF/X-1-a: CMYK, hi res, fonts embedded.
• Upload your materials to: http://dropbox.yousendit.com/ALOA-SAVTA
• Enter your email address in the “Your Email” field.
• In the “Subject (optional)” field, please enter the company name and your
name.
• In the “Enter Message” field, please enter your email message, including
information about the materials.
• In the “Select a file” field, please click the “Browse” button to locate your
field and upload it. This may take a few seconds or minutes, depending on
the file’s size. A status bar will show you the time remaining; do not close
this page while your file is uploading.
• Once the file is loaded, click the “Send It” button.
Safe & Vault Technology is published by
madison/miles media
624 Six Flags Drive, Suite 226
Arlington, TX 76011
(817) 908-7827
Fax: (877) 845-1230
www.madisonmilesmedia.com
www.safeandvaultads.com
Contacts
Ad Sales
Adam Weiss, adsales@aloa.org
(817) 908-7827
Fax: (877) 845-1230

Editorial
Wendy Angel, editor@aloa.org
(817) 908-7827
Fax: (877) 845-1230
Audience estimate based on circulation and
pass-along readership. Other industry data
based on survey of ALOA membership. All
information, including ad rates and editorial
coverage, is subject to change.

For more information, contact
Publisher Adam Weiss:
adamw@madisonmilesmedia.com
(817) 908-7827

